
Puget Sound Energy 



Direct TV 



Figure 1 




Figure 2 



120 





Third Party 
Data (Credit 
Reporting 
Services, 
Etc.) 




Vendor Database 
Offers 

l\^erchant Information 
Offers Information 
Routing Information 




Customer Database 
Profiles 

Billing Information 
Historical Infonmation 
Third Party Information 
Survey Results 




191 



Customer Service 
Agency 



Transaction Database 
Goods Definitions 
Service Definitions 
Delivery Attributes (i.e. 
Periodlc/Non-periodic) 




150 



Bill Paying Data 



140 



Electronic Banking 



Customer Service 

Database 
Request History 
Resolution History 



Matching Engine 
Systematic Resolution of Database 
Records for Predictive Matching of 
Consumers and Offers 



Figure 3 




Record 
Transaction 
(See Figure 7) 



Figure 4 

Customer 
Enrollment and 
the On-Going 
Refinement of 
Customer 
Database 



350 



Payment on Checking Account 



Period - May 01 . 2000 to May 31 . 2000 



Date 

01 May '00 
01 May '00 
OI-May-'OO 
15 May '00 
15 May '00 
15 May '00 
15 May '00 



Payee 

TCI Television 
Puget Sound Energy 
DirecTV 
Discover Card 
State Farm 
AT&T Long Distance 
US West 



Account 



Amount 



2928347 
987423948 
834723 
38472734 
928374 
206-555-1234 
206-555-1234 



$37.50*^51 
$97.19*^352 

$51.50 
$250.00 
$191.00 

$71.08 

$39.21 
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Payment on Checking Account 



Period - June 01 , 2000 to June 30, 2000 



Date 

01 June '00 
01 June '00 
Ol-June-'OO 
15 June '00 
15 June '00 
15 June '00 
15 June '00 



Payee 

TCI Television 

Puget Sound Energy 

DirecTV 

Discover Card 

State Farm 

AT&T Long Distance 

US West 



Account 



Amount 



2928347 
987423948 
834723 
38472734 
928374 
206-555-1234 
206-555-1234 



$37.50 #<^61 



$65.00 
$51.50 
$250.00 
$191.00 
$102.57 
$42.00 




Figure 5 



356.00 



Long Distance Calls 808-555-1 1 1 1 



Period - May 01 , 2000 to May 31 . 2000 



Date 


Time of Call 


Number Called Duration 


Rate 


Cost 


01 May '00 


02:05 AM 


213-555-1111 1 


03 


0.08 


$0.24 4 


01 May *00 


02:10 AM 


509-555-1 1 1 1 


11 


0.08 


$0.88 


03 May '00 


08:30 AM 


206-555-1 111 1 


25 


0.03 


$0.75 1 


03 May '00 


02:01 AM 


509-555-1 1 1 1 


Ob 


0.08 


$0.40 


04 May '00 


06:08 AM 


509-555-1 1 1 1 


59 


0.08 


$4.72 


07 May '00 


07:55 PM 


212-555-1111 


27 


0.08 


$2.16 


07 May '00 


08:00 PM 


212-555-1111 1 


05 


0.06 


$0.30 1 


15 May '00 


08:15 PM 


509-555-1 1 1 1 


12 


0.06 


$0.72 


17 May *00 


08:31 PM 


509-555-1 1 1 1 


27 


0.06 


$1.62 


21 May '00 


08:00 AM 


360-555-1 1 1 1 


12 


0.08 


$0.96 


21 June *00 


08:29 AM 


213-555-1111 


15 


0.08 


$1.20 






Total 






$13.95 




356.30 



International Long Distance Calls 808-555-1 1 1 1 Period - May 01 , 2000 to May 31 , 2000 
Date TinneofCall Country Number Called Duration Rate Cost 



05 May '00 


09:05 PM 


UK 


1 :25 


0.45 


$11.25 4 


1 9 May '00 
22 May '00 


09:07 PM 


UK 


:27 


0.45 


$12.15 


09:09 PM 


France 


1 :02 


0.55 


$1.10 Jf 






Total 


:54 




$20.27 




356.40 
356.50 



Non-Service Charges 



Period - June 01, 2000 to June 30, 2000 



Nature of Charge 



Amount 



City Taxes 



911 
State Taxes 
Federal Taxes 



Total Non-Service 



206-555-1234 



$5.12 



$1.50 
12.12 
$7.57 



$26.31 




$60.53 



356.60 
356.70 

356.80 



Figure 6 
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r 
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Figure 9 
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Select Best Offering, In 
Light of Consumer's 
Parameters 
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151.60 
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pursuant to 
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151.62 


Consumer Refines 
Search in Light of 
Presented Offers 









Service Enrolls in Better 
Periodic Product and 
Cancels Prior Periodic 
Product See USP 
6,092.053 



152.10 



Figure 
10 



152.20 



Finding Potential 
Customers for a Particular 
Product (Market 
Segmentation Study) 



152.30 



152.40 



152.50 



Customer 
Database is 
divided into 
Segments, by 

virtue of a 
constellation of 
relevant 
demographic data 



Within each 
segment, the 
"Marltet 
Penetration Rate" 
for similar goods is 
calculated 
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studied for other 
demographic 
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Compile ranked 
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consumers (See 
Figure 10) 
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153.50 



Vendor tests adequacy 
of margins against 
market penetration 



153.60 



Figure 
11 
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• 
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List of Customer 
Identification information 
necessary to subscribe to 
new periodic product 
dra\Am from offer In 
Transaction Database 



List of required information Is 
mapped onto Customer 
Infomnation Database, 
(e.g. USP 6.088.700) 
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A responsive offer is periodically 
constructed from one or several of 
those stored on the Vendor Datat>ase. 
To be responsive. It must place the 
customer in a tietter position than 
before acceptance, according to the 
customer's rules. 
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Offer to purchase 
periodic product is 
transmitted with 
completed 
customer 
application 



-No- 



154.55^ 

^Sale Confirmed"; 



Yes- 
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Prior Provider 
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a manner to 
continuous. 
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Product 



